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Outbound Telemarketing Program 
Non-Marlboro Country Store Consumers 


Program Summary 

The objective of this outbound telemarketing program is to incent those 
consumers who participated in Marlboro Adventure Team but who did not 
participate in Marlboro Country Store to participate in the newest Marlboro Gear 
promotion. 

The anticipated volume of outbound calls is estimated at 1.3MM to 1.8MM. The 
scripting for these calls will help to determine the appropriate bounce back 
incentive item: 

1) Nothing - No longer smokes, unhappy with selection, etc.. 

2) Catalog - Threw out, haven't seen. 

3) Catalog & 100 bonus miles - Previous continuity problems, 
think items cost too much. 

Calls must be completed no later than June 30,1995. Once the MCS Gear 
program is complete and all orders are fulfilled, a report will be created which 
quantifies the effectiveness of this program (redeemers versus those called). 

Requirements 

• Identify qualified outbound telemarketing vendors that can handle the volume 
of phone calls in the time allotted. 

• Determine information requirements for the telemarketing vendors to complete 
these calls. 

• Determine process data flows. 

• Marlboro Brand Group and the Data Base Group will need to create a list of 
names from PM database of non-Marlboro Country Store responders. This list 
should be run against NCOA and have the phone numbers appended via an 
outside service. 

• Determine the optimum location for fulfillment processing. 

• Prepare request for proposal. 

• Review proposal(s) with legal and brand. 

• Negotiate contract. 


Source: https://www.industrydocuments.ucsf.edu/docs/yhkm0004 
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